IN  THIS 
ISSUE 


■  Borland  International’s  $439  mil¬ 
lion  acquisition  of  battered  former 
archrival  Ashton-Tate  is  raising  analysts’ 
eyebrows  and  users’  suspicions  that  Ashton¬ 
Tate's  product  lines  will  soon  be  history. 
Borland  Chairman  and  CEO  Philippe  Kahn 
pledges  to  keep  Paradox  and  Dbase  alive.  In¬ 
dustry  observers  see  the  buy  as  an  offensive 
move  on  tottering  software  player  Oracle’s 
turf.  Page  1. 


Quotable 

“I  t'sabil  perplex- 
1  ingas  to  why 
Borland  would  pay 
all  that  much  money 
for  something  they 
were  going  to  get  for 


■  Four  years  into  Motorola’s  five-year 
defect  reduction  program  known  as  Six 
Sigma,  IS  has  achieved  40%  productivity 
improvement  in  hardware  and  network-type 
functions.  In  fact,  IBM  Systems  Network  Ar¬ 
chitecture  defects  have  been  reduced  from 
6,000-plus  defects  per  million  opportunities 
to  only  10  or  15  defects  per  million.  Institut¬ 
ed  <-nmnratewide,  Six  Sigma  has  saved  Mo- 


ed  corporatewide,  Six  S.„ _ 

torola  $1.5  billion  so  far.  Page  59. 


The  5th  Wave 


THE  BEST 
KEEPS  GETTING 
BETTER. 


Best  performance. 
Best  features. 

Best  value. 

In  production  NOW. 


50  Tice  Blvd.,  Wooddiff  Lake.  NJ  07675 


800-535-3355 


States  file  suit  against  TRW 


Credit  check 


to  software  updates 


illl 


A  recent  study  of  over  4,000  Datamation  Magazine  subscribers  named  Oracle 
Financials  as  the  accounting  software  they  are  most  likely  to  buy  this  year. 
Which  isn’t  too  surprising,  when  you  consider  everything  they  have  to  offer. 
Oracle  Financials  are  the  first 
complete  and  integrated  family  of 


Oracle  Financials  are  the  first  major  accounting  software  with  1-2-3  and 
s.  To  give  your  users  unprecedented  ease  of  use. 


have  today,  or  will  have  tomorrow. 
On  mainframes  or  low  cost  mini- 


“Orade  is  the  only  dear  winner" 
in  accounting  software. 


ise  for  your  company  and  your  budget 


1  modem  relational  tech- 

In  other  words,  the  modem  alternative  to  the  ineffective,  unresponsive 
ing  software  built  in  the  1970’s. 

Whether  you’re  a  growing  enterprise  or  a  giant  conglomerate,  Oracle  Finan-  support  services  to  maximize  your  success  with  Oracle  tedmotogy.  In  fact,  over 

rials  can  be  quickly  configured  to  do  business  the  way  you  want  Then  altered  one-third  of  the  8,000  people  at  Oracle  are  devoted  to  customer  service. 


ToTheMost 
Advanced  RDBMSs 
Ifs  Just  Another 
Server. 

Client/server  computing  integrates  the  powerful, 
graphical  capabilities  of  desktop  workstations 
with  the  proven  data  storage  and  processing  capa¬ 
bilities  of  mainframes.  Client/server  computing, 
in  essence,  turns  mainframes  into  servers. 

But  turning  mainframes  into  servers 
creates  two  tough  problems:  Preserving  MIS 
control  over  corporate  data.  And  integrating 
existing  applications  with  new  ones. 

Only  SYBASE*  solves  both  problems. 

Unlike  most  RDBMS  gateways,  SYBASE 
gives  MIS  complete  control  over  mainframe  data, 
applications,  and  services  by  providing  desktop 
access  transparently  through  CICS— ensuring  that 
all  requests  meet  current  transaction  management, 
security,  and  monitoring  requirements.  In  addition, 

SYBASE  allows  MIS  to  regulate  network  access  to 
specific  transactions,  regions,  and  data  sources. 

With  SYBASE,  MIS  is  always  in  control. 

SYBASE  also  leverages  the  investments 
made  in  existing  mainframe  applications.  SYBASE 
integrates  new,  LAN-based  applications  with  main¬ 
frame  applications  written  in  COBOL,  Ill  or 
Assembler,  as  well  as  with  all  data  sources  and 
services  accessible  from  CICS,  such  as  DB2, 

IMS/DB  and  VSAM.With  SYBASE,  existing  main¬ 
frame  applications  don’t  have  to  be  rewritten. 

SYBASE  is  the  only  product  that  lets  you 
effectively  turn  your  mainframes  into  servers  as 
you  deploy  new  LAN-based  applications  on 
VAXes,  UNIX,  OS/2,  and  DOS-based  platforms, 

Macintoshes,  and  others. 

What’s  more,  our  professional  services 
division,  SQL  Solutions,  can  help  you  design, 
develop,  and  integrate  complete  multi-vendor 
relational  systems  for  your  on-line,  enterprise-wide 
computing  environment. 

To  find  out  more,  call  and  register  for  a 
Sybase  Educational  Seminar  near  you.  Because 
the  time  to  turn  your  mainframes  into  servers 
is  now  • 

Just  call  1-800-8-SYBASE. 


Users  hope 
for  stability 


Candle  and  our 


largest  customer;  IBM,  are  now  ^ 
SystenMew  Development  Partners. 


...Expanding  the  power  and  performance  of  SystemView. 


The  Family  of  Candle  Products: 
m  Performance  (OMEGAMON?  OMEGAWW") 

■  Automation  (AF/OPERATOR?  AF/PERFORMEfT) 

■  Application  Access  (CL/CONFERENCE?  CVSUPERSESSION*) 

Call  1-8O0-262-R968  to  listen  to  the  development  announcement/analysis 
and  to  receive  information. 


fCandle- 


NEWS 


Computers  tackle  gridlock  in  Chicago 

Highway  Administration  said  it  wiUusea  gent  Whicle  Highway  System  (IVHS), 
BYEUJSBOOKER  global  positioning  system  satellite  and  one  prototype  of  which  has  been  imple- 

-  sensors  embedded  in  the  road  to  monitor  moled  in  Los  Angeles  and  another  is 

SCHAUMBURG,  DL  -  In  its  largest  ez-  the  location  and  movement  cl  traffic  over  slated  for  use  m  Orlando,  Fla. 
periment  yet  to  cut  down  an  metropolitan  a  200-sq-mile  area.  According  to  Denms  Judyckl.  associate 

gridlock,  a  federal  agency  last  week  an-  The  test,  scheduled  to  begm  operation  administrator  far  safety  ind  system  appb- 

nounced  it  will  pot  driver's  side  comput-  in  early  1993.  will  be  conducted  in  Chics-  cations  si  the  Federal  Highway  Admirus- 
ere  in  4,000  to  5.000  antomoUes  in  the  go's  northwestern  suburbs,  including  the  tratioo.  the  federal  budget  far  IVHS  proj- 
Chicagoarea.  notoriously  jsmrad  rands  around  O'Hare  ects  has  grown  from  $3  milboo  last  year 

In  addition  to  area  maps  stored  on  International  Airport.  to  between  $20  million  and  $24  million 

compact  disc/read-only  memory  tn  the  in-  At  a  projected  cost  of  $35  million  to  this  year.  For  1992.  Jodydd’s  department 

car  computer,  driven  participating  in  the  $40  million  over  five  years.  Advance  —  has  put  in  a  request  far  $60  million. 

Advance  project  will  have  access  to  tesl-  formally  titled  the  Advanced  Driver  and  Like  the  other  IVHS  projects.  Advance 
time  traffic  mfarmaticn  and  routing  "ad-  Wbide  Advisory  Navigation  Concept  —  is  a  public-private  partnership.  Apprad- 
vice”  over  a  radio  network.  The  Federal  is  the  most  ambitious  test  yet  of  Inteffi-  matdy  50%  of  the  funding  wfll  come  from 

the  Federal  Highway  Administration, 
2514  will  come  bom  the  Hhnoia  Depart- 

come  bom  the  private  sector. 

The  private  sector  participants  include 
a  university  research  consortium  and  Mo¬ 
torola,  Inc.,  which  will  install  and  maintain 

ance  systems  in  the  cars.  Motorola  will 
also  provide  a  two-way  radio  frequency 

The  center I’whkTwili  be  operated  by 
the  Blinovs  Department  of  Transporta- 

The  IBM  LaserPrinter. 

Lanalyzer  moves 
to  Netware  beat 

m 

IAp  a  dinghy  hphind  a  rahin  cruiser,  No- 
veil.  Inc.'s  network  analysis  tool  is  being 
pulled  along  in  the  wake  of  Netware  3.11. 
The  Provo,  Utah-based  networking  firm 
introduced  Version  3.1 1  of  Lanalyzer  last 

Other  than  being 

Actually.  Lanalyzer  is  one  of  several 
products  fading  the  puD  of  Netware  3.11. 
Last  month.  Novell  began  shipping 

25%  faster, 

Netware  far  IBM's  Systems  Aptficatkm 
Architgture,  software  that  plays  off  of 

with  a  smaller  footprint, 

which  updates  only  the  product's  sob- 
ware,  will  be  shipped  later  this  month 
with  support  far  five  new  protocols.  The 

and  powerful  options  like 

port  available  on  Netware  3.11,  said 

al  manager  of  the  company’s  Network 

3  paper  input  sources, 

Analysis  Products  Division. 

The  product  analyzes  Netware  and 
non-Netware  network  activity,  including 

3  xh  times  the  paper  capacity, 

packets  generated  by  Server  Message 
Block.  Banyan  Systems,  Inc.'s  Virtual 
Netwuddng  Software,  Open  Systems  In¬ 
terconnect,  IBM's  Systems  Network  Ar- 

5  times  the  envelope  capacity, 

ohitectureandNetvrare3.ll.  . 

The  new  version  offers  more  informa¬ 
tion  on  packets,  or  messages,  captured  as 

and  automatic  collating,  '. 

they  tear  around  a  network,  said  Jim 

FMC  Corp.  in  Chicago.  On  the  initial  sum- 
maty  screen,  Zboncak  said,  managers  can 

it’s  a  lot  life  the  1 

see,  for  example,  which  server  is  sending 
a  given  file.  That  is  key,  Zboncak  said, 

HP  LaserJet  IE. 

There  are  lots  of  leatures  that  distinguish  us  from  our  competition. 

See  the  IBM' LaserPrinter  at  your  dealer,  soon.  You  may  find  the  price  to  be  the  most  distinctive 

to  resolve  network  problems  quickly. 

Luckie  Ford,  a  systems  analyst  at  the 
M.  D.  Anderson  Cancer  Center  in  Hous¬ 
ton,  said  he  tried  a  Network  General 
Cotp.  Sniffer  analyzer  and  found  the  Lan- 

ter’s  60  Netware  networks. 

Suddenly,  nothing  else  measures  up. 

application  that  assists  managers  as  they 
troubleshoot  or  resolve  actual  problems, 

liken  Ring  and  Ethernet  versions  of  the 
Lanalyzer  cost  $12,500  with  ABM/ 
AT  network  interface  cards  and  software, 
up  bom  $9,980  far  Ethernet  and  $  1 1 ,980 
far  Token  Ring.  Combined  Ethernet  and 

bom  $19,900. 
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There  are  things  about 
buying  a  networking 
system  that  most 
people  don’t  know 
when  they  buy  one. 

Critical  things. 

So  we’ve  written  a 
booklet,  "Things  they 
don’t  tell  you  at  Novell 
presentations.” 

You’ll  find  information 
no  one  else  will  give 
you.  Information  about . 
technology  unique  to 
Banyan  and  advanta¬ 
geous  to  you. 

This  booklet  will  show 
you  opportunities-and 
pitfalls-youmaybe 
unaware  of 


Distributed 

Architecture. 

Why  Banyan  can  offer 
you  almost  effortless 
growth.  And  the  others 
can't. 

The  Man  Trap. 

Why  competitive 
network  operating 
systems  require  more 
and  more  LAN  admin¬ 
istrators.- And  Banyan 
doesn't, 

Hidden  Costs. 

This  part  will  make 
your  hair  stand  on  end 


Banyan  has  been 
refining  its  VINES* 
networking  products 
for  years.  Our  solutions 
are  stronger,  broader, 
and  more  cost-effective 
than  anything  else  out 
there.  So, 

-if  you’re  buying  a 
networking  system  for 
the  first  time... 

-if  you're  expanding... 
-if  you’re  wondering 
why  you  need  so  many 


manage  the  system  you 
have  now... 

-if  you’re  presently 
considering  only 
Novell... 

...Please  call  the  toll- 
free  number  below  for 
immediate  delivery  of 
your  free 

booklet  or 

iBATOWfl  stration. 


DIGITAL 

ON 

TARGET 
AGAIN 
WITH 
VT  420. 


the  VT420’s  six  pages  of  off¬ 
screen  memory,  local  macros, 


TbeVT" 420 has  won  Digital 
Review’s  1991  Target  Award  for 
best  text  terminal  based  on  func¬ 
tionality  and  ergonomic  MEp’ 


baud  rate,  and  interna¬ 
tional  languages  make  it 
a  world-wide  leadership 
terminal 

Six  fonts,  all  dis¬ 
played  at  a  flicker-free 
70hz  refresh  rate, 
up  to  48  display  lines, 


adons  of  leadership  ter¬ 
minals,  Digital  has 


dards  for  excellence  and 
reliability. 

The  VT420  features 


■  keyboard  provide  the 
award-winning 
ergonomics  that  increa 
user  productivity  and  comfort. 

All  this  at  a  very  competitive 
price.  x 

Outstanding  performance. 
Exceptional  ergonomics.  The 
VT420  continues  the  tradition. 
To  learn  more  about  Digital’s 
award-winning  VT420  text 
terminal,  call  1-800-343-4040, 
ext.  407.  Or  call  your  Digital 


bilities  that  let  appli-  I. 

cations  display  and  3% 

manipulate  informa- 
tion  on  screen  and  in  local 
memory  more  effidendy.  Forms 


help  messages  enhance  the  inter¬ 
face  and  response  times  for 
improved  prochictivity.  The 
VT420  also  offers  singfowire, 
dual-session  functionality  for 

uting  han  appliratinnc  simnl- 

taneously.  Information  can  be 
“copied  and  pasted”  within  or 
between  sessions.  Additionally, 


Distributor 


Open  systems. 


n 


Everyone  agrees  they’re 


No  ones  debating  whether  open  systems  are 
a  good  idea,  but  you’ll  hear  plenty  of  discussion 
about  what  open  systems  are. 

Some  insist,  for  example,  that  an  open  sys-  , 
tern  is  a  UNIX*  system.  But  to  others  it’s  whatever 
it  takes  to  get  their  different  operating  systems, 
networking  protocols  and  databases  working  as 
one,  and  the  sooner  the  better. 

That’s  why  IBM  views  open  systems  so  openly. 
To  us,  they  begin  less  with  particular  technologies 
and  more  with  the  needs  of  your  business. 

The  real  goal  ij>  to  liberate  information  that’s 
trapped  around  your  company  so  more  of  your 
people  can  use  it  more  easily  and  to  open  commu- 


good,  but  not  everyone  agrees  how  to  get  there. 

nications  with  customers  and  suppliers,  who  no  holds  promise,  we  support  its  development, 

doubt  planned  their  systems  without  thinking  What’s  more,  we  offer  AIX™  for  UNIX 

about  yours.  users  and  we  are  improving  our  SA’A™  and  AIX 

And  of  course,  you  need  to  accomplish  all  systems  to  work  more  openly  with  each  other  and 

this  without  scrapping  your  existing  multivendor  your  non-IBM  systems.  So  as  you  move  to  open 

investments.  systems,  your  investments  will  be  protected.  W; 

So  the  paths  to  open  systems  will  vary  but  can  also  help  you  open  your  system  with  consuh- 

there’s  one  thingthat  won’t— consistent  industry  ing  services  and  technical  support, 

standards.  IBM  is  fully  committed  to  open  sys-  At  IBM,  we  now  measure  everything  we 

terns,  so  we’re  equally  fervent  about  standards.  do— from  the  desktop  on  up— against  a  yardstick 

Wre  active  on  over  1,200  standards  of  openness.  It’s  what  we  have  to  do  because  it’s 

initiatives.  W’re  a  sponsor  of  OSF?  a  member  what  you  want  to  do.  To  get  —  — ' 

of  X/OPEN,™  and  we  support  ISO™  ANSI"  and  more  information,  call  us  at  5  ==  ==== 

IEEE™  to  name  a  few  And  when  a  new  standard  1  800 IBM-CALL.  = - =  T  — 
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EDITORIAL 

dBuyout 


Borland's  proposed  swallowing  of  Ashton¬ 
Tate  is  a  fitting  act  of  chutzpah  for  a 
company  that  has  made  audacity  a  cor¬ 
porate  trademark.  If  the  acquisition  of 
its  onetime  nemesis  goes  through,  Borland  will 
became  the  dear  No.  3  player  in  the  PC  software 
industry  and  the  overwhelming  market  share 
leader  in  desktop  database  management.  Perhaps 
more  importantly,  it  will  thrust  Borland  into  the 
spotlight,  where  its  unique  brand  of  technical  vir¬ 
tuosity,  outspokenness  and  pugnacious  energy 
can't  be  ignored. 

Borland's  rise  has  been  as  unconventional  as  it 
has  been  rapid.  When  Ashtoo-Tate  was  already 
Vjpng  of  the  database  hill,  Borland  was  still  selling 
$99  language  products  by  mad.  When  the  con¬ 
ventional  wisdom  was  that  you  couldn't  strike 
gold  in  software  without  a  megabit  product  and 
retail  support,  Borland  was  producing  modestly 
successful  niche  software  sold  by  direct  mail. 

Meanwhile,  it  was  being  a  thorn  in  the  side  of 
competitors  who  wanted  to  keep  software  prices 
high  and  margins  fat  Borland  used  price  as  a 
competitive  tool  from  the  beginning.  It  practical¬ 
ly  invented  the  sub-$100  software  market  with 
Turbo  Pascal  in  1984  and  used  cheap  upgrades  to 
woo  Lotus  and  Ashtoo-Tate  customers.  Competi¬ 
tors  have  dismissed  the  pricing  tactics  as  grand- 
standing,  but  it’s  hark  to  argue  with  the  market 
share  figures  QuattrO  Pro  and  Paradox  have 
amassed.  Its  competitors  are  nervous. 

In  the  driver’s  seat  is  Philippe  Kahn,  the  char¬ 
ismatic,  moody  chief  executive  who  evokes  both 
adulation  and  scorn.  At  his  best,  Kahn  is  a  light¬ 
ning  rod  (dr  ingenuity,  a  visionary  and  a  lot  of  fun. 
At  his  worst,  he  can  be  vindictive  enough  to  have 
once  taken  a  magarmp  article  critical  of  a  com¬ 
peting  CEO  and  distributing  it  anonymously  to  a 
group  of  that  executive’s  peers. 

Borland  image  consultants  have  tried  at  vari¬ 
ous  rinx  either  to  promote  or  to  muzzle  Kahn, 
depending  on  how  buttoned-down  an  image  they 
want  to  portray.  The  muzzle  doesn’t  work.  Out¬ 
rageous  as  he  sometimes  is,  Kahn's  style  is  insep¬ 
arable  from  Borland's.  And  be  has  a  knack  for  at¬ 
tracting  smart  and  capable  people  to  work  for 
him.  Borland  has  managed  to  produce  products 
that  are  better  than  the  industry  leaders'  at  a 
much  lower  price.  Its  sales-per-employee  ratio  is 
exemplary.  It  is  sometimes  guilty  of  arrogance, 
but  its  track  record  is  pretty  darned  good. 

Now,  Borland  takes  on  its  biggest  job  yet  — 
absorbing  a  company  nearly  as  big  as  itself  (and 
with  many  more  employees)  and  mollifying  a  cus¬ 
tomer  base  that  will  be  justifiably  nervous  about 
the  future.  To  its  credit,  Borland  was  direct  about 
its  intentions  in  the  hours  immediately  foUcming 
-  the  announcement  of  the  deal  last  week:  It  is  driv¬ 
ing  the  boat  It  doesn't  see  much  of  a  future  for 
Dbase,  and  Ashton-Tate  executives  will  have  lit¬ 
tle  to  say  about  what  Borland  decides  to  do.  This 
deal  isn’t  likely  to  be  scuttled  by  the  kind  of  fac¬ 
tional  bickering  that  killed  the  Lotus/Novell 
merger  last  year.  And  if  Borland  can  pull  it  off,  it 
will  earn  the  respect  that  competitors  have  long 
been  unwilling  to  grant  it. 
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Open  the  Windows 
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Reading  between  IBM’s  lines 

The  strategy  behind  the  name  'Enterprise  System' begins  to  take  shape 

SAM  ALBERT  enabiers  all  by  itself.  These  were  chines.  _ 


“Computerworld  is  an 
excellent  way  to  keep 
informed  at  a  high 
levels  . without  invest¬ 
ing  too  much  time.” 

Lany  Bacon 
Senior  Vice  President 
The  Travelers  Companies 

“W/e  issued  our  first  policy  by  computer  in  1957... and 
we’ve  been  expanding  and  upgrading  our  computer 
technology  ever  since. 

“Our  challenge  here  at  The  Travelers  is  to  continually 
improve  the  quality  of  our  products  and  services  by 
applying  technology  to  everything  we  do... from  main¬ 
frames  and  databases  to  our  data  and  voice  networks, 
LANs,  PCs,  and  telephones. 

“To  do  that  our  data  processing  people  need  to  be  true 
professionals.  W/e  need  to  understand  what’s  going  on  in 
the  broad  spectrum. 

“One  of  the  ways  I  stay  in  touch  is  by  reading 
Computerworld.  It  covers,  in  a  fairly  brief  format,  the 
full  range  of  technologies  —  communications,  PCs, 
hosts,  languages,  and  development  tools.  It  doesn’t  just 
focus  on  one  aspect  of  the  industry. 

“The  format  is  crisp  and  the  style  isn’t  wordy... and 
that’s  good.  Because  I  don’t  always  have  the  time  to  read 
long,  in-depth  articles.  But  I  do  take  the  time  to  scan  the 
relatively  short  summaries  in  Computerworld.  Then,  if  I 
want  more  information,  I  can  read  the  whole  article  or 
do  some  further  research. 

“Of  course,  if  you’re  going  to  be  on  top  of  the  industry, 
you  need  to  know  what’s  happening  while  it’s  happening. 
And  routing  slips  just  don't  get  the  job  done.  I  can’t 
remember  the.  last  time  I  saw  a  routing  slip  on  a 
periodical  at  The  Travelers.  By  the  time  you  get  the 
magazine,  it’s  old  news. 

“So  if  your  profession  involves  knowing  where  technol¬ 
ogy  is  going,  then  Computerworld  is  one  of  the  tools 
that  can  help  you  stay  current.”  V. 

If  you’d  like  to  get  the  latest  breaking  news  in  the 
IS  industry,  order  your  own  copy  of  Computerworld 
today.  You  ’ll  receive  51  information-packed  issues. 
Plus  you  ’ll  get  our  special  bonus  publication  The 
Premier  100,  an  annual  profile  of  the  top  companies 
using  information  systems  technology.  Just  use  the 
postage-paid  subscription  card  bound  into  this  issue. 
Why  wait ? 
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IBM  reveals  date  for 
IMS/ESA3.2  shipment 


plains  Lomax,  the  chief  e» 
tiw  officer  of  Bennington 
Financial  Group  Ltd.  For  e 
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Treats  Customers  Write 


introducing  Foresight 

THE  METHOD 
TO  THE 
MADNESS. 


\ 


Put  ForeSiaht  in  vour  CASE  and  liahtea  vow  land 

■  wi  rviv(pn|iii  hi  jwWi  wwB  hin  nipniwH  jwi  iVHiii 


If  you're  using  CASE  took  to  tame 
that  certain  madness  known  as 
systems  development,  then  you 
know  another  kind  of  madness. 
Trying  to  dfkiently  manage  all  the  IS 
design  projects  that  come  through 
your  department.  Chances  are  your 
various  project  leaders  have  their 
own  ideas  about  methodology, 
which  may  or  may  not  mesh  with 
your  organization's  goals.  Or  with  its 
written  methodology-if  there  is  one. 

Unlock  the  power  in  your 
CASE  tools,  with  Foresight 
You  need  a  systems  development 
methodology  housed  in  a  CASE  tool. 
One  based  on  information  engineer¬ 
ing  principles,  giving  you  a  built-in 
standard  for  applying  the  powerful 
IE  capabilities  of  CASE.  A  product  of 
practical  experience,  not  theory. 
Customizable.  And  easy  to  use. 
Something  unlike  anything  that's 
been  available  before. 

solution,  available  today?' 

Foresight  is  the  industry's  only 
CASE-readent  systems  development 
methodology.  It's  comprehensive 


and  versatile,  allowing  you  to 
develop  unique  project  paths  firmly 
rooted  in  an  IE  baseline.  And,  using 
a  CASE  tool,  it  can  be  customized  to 
suit  your  organization-or  specific 
project.  What's  more,  you  can 
overlay  your  current  methodology  - 
atop  Foresight  to  get  CASE  in 
gear-fast. 

Foresight  better  than  the  rest 

Until  now,  the  only  systems  devel¬ 
opment  methodology  you  could  get 
was  available  in  voluminous  books. 
Or  encydopedias-on-disk.  Never 
has  there  been  a  CASE-resident, 
interactive  methodology-until 
Foresight. 

Foresight's  methodology  has 
been  forged  from  years  of  practical 
field  experience  in  IE  and  consulting. 
It's  a  valuable  IE  reference  tool  in 
itself,  supported  by  complete 
training  and  professional  services. 
And  it's  a  lot  less  expensive  than 
those  hard  to  use,  impractical  books 
and  disks.  In  fact,  you  can  buy 
Foresight  for  just  $12,500  per  copy. 
Or  you  can  purchase  a-very  reason¬ 
ably  priced  site  license. 


Foresight  a  project  manager's 
best  friend. 

Foresight  simplifies  project  manage¬ 
ment.  It  provides  a  standard  process 
against  which  to  measure  and  man¬ 
age  the  project,  linking  Foresight  s 
methodology  to  project  management 
tools.  And  improving  the  effective¬ 
ness  of  your  B  department. 

It's  time  to  find  out  more 
about  Foresight 

There  are  so  many  benefits  to  using 
ForeSight..but  we're  running  out  of 
space.  To  leant  more,  write,  call,  or 
fax  us  and  ask  for  our  ForeSight 
brochure.  Well  be  happy  to  show 
you  how  Foresight's  methodology 
can  tame  the  madness  of  systems 
development  for  your  company. 

Call  1-313-569-8843  today. 

Or  go  mad. 


ceo 


Computer  &  Engineenng  Consultants.  Ltd.  18620  West  Ten  Mile  Road,  Southfield,  Michigan  48075-2667  Phone:  (313)  5698843  Fax:  (313)  5694089 
In  Europe:  7  Tanners  Yard,  Bagshot,  Surrey  GU19  5FD,  U  K.  Phone:  0276  51414  Fax:  0276  51660 


$22/. 


For  CICS,  IMS,  DB2,  COBOL  &  PC 
Application  Systems  Development 


.  Fixed  Price  or  T&M  Basis  .  Free  Cost/Time  Estimates 

.  On-Site  System  Design/Implementation  .  Off-Site  Program  Construction 

Call, Mr.  Cary  Schorr,  Marketing  Director.  Toll  Free  1-800-328-6755  PDT 


CCD  Online  Systems,  Inc. 
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Single  Bound 

Now  your  dBASE®  appli-  that  InfoWorld  (8/20/90)  calls  data  storage  and  data  sharing 

cations  can  be  quickly  and  easily  “easy  to  use  and  productive?  In  minutes,  you  can  port 

ported  toUNIX  platforms-  Of  course,  dBASE  IV  is  even  dBASE  applications  from  DOS 

without  reprogramming  or  faster  and  more  productive  on  to  UNIX  systems  like  Sun,  SCO 

data  conversion.  UNIX.  Where  it  takes  full  advan-  386  Xenix,  SCO  386  UNIX, 

dBASE  IV®  for  UNIX  tage  of  a  multi-user,  multi-tasking  Interactive  386/ix,  and  others  to 

systems  is  based  on  dBASE  IV  environment  with  more  memory,  come.'  And  when  you  port 
version  11  The  data  manager  greater  security,  plus  extended  version  11  applications,  you 


COMPUTEKWORLD 
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I  user  interface  across  Tools  like  the  Report 

multiple  platforms  Designer;  Form  Designer,  Que 

A  dBASE  IV  user  who  By  Example,  Automatic  Code 

is  familiar  with  one  Generator,  Template  Language 

platform  will  require  and  Debugger  all  make  proto 

minimal  training  for  typing  anadevelopment  quic 
.  any  of  the  other  platforms  and  easy.  Therds  SQL  languag 
)  For  developers,  this  capability,  too 
kind  of  portability  and  To  find  out  more  about 

compatibility  means  litde  dBASE  IV  for  LINK,  call  us  at 

or  no  retraining  1-800-437-4329  ext.  1410. 
or  development  Call  now  and  experienc* 

costs  as  you  quantum  leap  in  dBASE  appli< 

move  your  tion  portability  and  performa 

,  ancl  users  to  A  AshtonTat 


DATAPreference 


SYSTEMS  &  SOFTWARE 


Star  server  aids  MIT  research  group 


Law  firm  inks 


storvl 
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IBM  brings  its  mastery  of  t386”  SX  to  a 
variety  of  new  models. 

When  it  comes  to  386  SX  technology, 

IBM  just  about  wrote  the  book.  Right  from 
the  start,  the  IBM  PS/2®  Model  55  SX 
hit  the  bestseller  list,  making  it  the 
leading  386  SX  machine.  And  now  IBM 
whole  new  chapter  with  20  MHz 
models  specifically  designed  to  be  more  flexible  and 
indable. 

The  Personal  System/2®  Model  57  SX  brings  new 
levels  of  value  to  a  Micro  Channel*  PS/2,  providing 


the  planar.  The  popular  55  SX  has  also  been 
upgraded.  It  offers  affordable  Micro  Channel 
performance,  now  with  4MB  RAM  and  40  or 
80M  B  hard  files.  And  our  two  newest  AT-bus  jiSB 

PS/2s  deliver  powerful  performance  at  prac- 
tical  prices.  The  40  SX  offers  full  desktop 
expandability  while  the  35  SX  packs  its  power 
into  a  smaller  footprint.  And  with  132-column  screen 
support,  a  new  122-key  keyboard  and  IBM  software, 
all  new  models  can  also  run  existing  mainframe  host 
terminal  applications. 

IBM  also  has  new  ways  to  improve  PS/2  perfor¬ 
mance,  starting  with  a  new,  foster,  more  user-friendly 
DOS  5.0.  It  requires  less  memory,  yet  offers  advanced 
functions  like  built-in  task  switching  and  a  full  screen 
editor.*  The  new  PS/2  35"  Rewritable  Optical  Drive 
offers  127MB  media  capacity  with  a  66-millisecond 
average  seek  time,  and  the  new  Model  8504  12" 
monochrome  display  lets  you  view  it  all  with  high 
resolution  and  clarity. 

To  get  the  full  story,  including  our  “PC  Trade-In 
Offer,”  contact  your  IBM  Authorized  Remarketer  or 
IBM  marketing  representative.  For  a  r  1 
you,  call  1  800  272-3438,  ext  386. 


Models  35,  40  and  57  SX  feature  i386  Sk  20  MHz  proces¬ 
sors,  16-tit  VGA  and  025“  internal  drive  capability. 
80/160MB  hardfiles  are  available  on  the  57  SX;  40/80MB 
on  the  40  SX  and  35  SX.  Memory  is  upgradable  to  16MB 
with  4MB  standard  on  the  57  SX,  2MB  on  the  35  SX  and 
40  SX.  The  40  SX  and  57  SX  each  have  five  expansion 
dots  and  four  DASD  bays;  three  slots  and  two  bays  an 
the  35  SX  A  medialess  35  SX  LAN  station  model  is 
also  available  with  aToken-Bing  Adapter  standard.  fbrt 


How’re  you 
going  to  do  it? 

PS/2  it! 


There 
must  be  a 
reason  why 
a  company 
grows  by  100% 
in  just 
4  years. 


There  must  be 
a  reason  why 
MCl’s  800  Service 
grew  from 
0  customers 
four  years  ago, 
to  more  than 
100,000  today. 


Maybe  it’s 
how  fast  we 
react  to  them. 


Customers  seem  to  like  how  quickly  we  respond, 
as  much  as  they  like  the  quality  of  the  response.  And  the 
fact  that  before  we  do  anything,  we  listen.  Listen  to  what 
the  problems  are. 

MCl’has  one  of  the  world’smost  modem  tele- 
communications  networks,  but  the  big  reason  we  grew  so 
far,  so  fast ,  is  how  we  put  it  to  work.  For  each  customer. 

MCI  800  Service"  is  always  tailored  to  your 
company,  not  simply  sold  off  the  shelf  or  in  packages  that 
don’t  fit  your  needs. 

Those  needs  can  range  from  customer  service  to 
salesand  marketing  to  internal  communications.  MCI  800 
Services  can  be  tailored  to  route  calls  to  the  right  people 
and  places,  quickly.  Either  automatically,  or  by  menu. 

Peak  loads  can  be  planned  for,  overflow  calls 
can  be  shifted  automatically  to  other  locations. 


Calls  can  be  managed  by  time  of  day,  geography, 
product  lines,  zip  codes,  etc. 

Your  customers  get  their  problems  solved  and 
your  employees  get  the  information  they  need  quickly 
and  easily.  And  changes  in  servicetan  be  quickly  made 
on  line — on  your  own  or  with  MCI  help. 

We  can  help  with  fast  installation  when  you  need 
itas  welLThiscan  mean  having  MCI  800serviceupin 
under  24  hours. 

And  if  things  go  wrong-power  failures,  person¬ 
nel  shortages-emergency  plans  can  be  standing  by.  We 
know  how  critical  your 800  service  is  to  your  business. 


If  you  have  international  customers  (or  would 
like  to),  MCI  can  make  your  connections  with  28  coun¬ 
tries,  and  more  are  on  theway.  Toll-free  calling  can 


Emergency  backupand  on-line  control  available. 


Significant  cost  saving/controls,  along  with  unsurpassed  quality. 
International,  nabonal,  regional,  local. 


attract  new  customers,  keep  suppliers  plugged  in,  and 
traveling  employees  in  contact. 


Beyond  fast  service  from  MCI,  you  can  also 
look  for  comprehensive  management  reporting.  Informa¬ 
tion  that  helps  you  control  costs,  build  lead  lists,  track 
responses,  and  more. 

MCl'sspectacular  growth  has  been  based  on 
delivering  the  value,  the  products,  and  the  responsive 
peopleof  MCI.  And  the  quality  and  reliability  of  the  entire 
worldwide  MCI  network.  No  wonder  more  than  100,000 
companies  have  signed  up  with  MCI  800  Service. 

Call  usand  find  out  I 

how  fast  we  can  move  for  lwl  .1 
you.  Call  1-800-888-0800.  800  Service 


There  must  be 
a  reason  why 
MCl’s  Vnet  business 
is  3  times  bigger 
than  it  was 
2  years  ago. 

Instead  of  “take-it-or-leave-it,”  instead 
of  “that’s  the  way  we  do  it,”  there’s  another  way 
of  treating  customers.  The  MCI  *  way.  A  real 
alternative.  Including  MCl’s  Vnet*  where  we  can 
show  you  the advantagesof  virtual  networking. 

In  short,  the  benefits  of  a  private  network  without 
the  cost  ofaprivate  network. 

In  just  a  short  time,  MCI  hasbuiltthe 
capability  to  handle  whatever  you  come  up  with. 
Voice,  data,  video  and  fax.  Vnet  is  provided 
over  MCl’s  predominantly  digital, network,  with 
a  robust  advanced  signaling  system,  along  with 
the  superior  network  intelligence  and  control 
you’re  looking  for. 


Maybe  it’s 
because  our 
customers 
don’t  get  the 
same  old  line. 


It’sstate-of-the-art,  and  building.  And 
that  goes  from  building  to  building,  continentto 
continent,  end  to  end. 

So,  we  have  what  you  need,  and  well  work 
with  you  to  put  together  a  network  that  fits  those 
needs.  Like:  flexible  dialing  plans,  customized 
routing  and  screening,  on-line  database  manage¬ 
ment,  switched  data  services,  traveling  employee 
accessand  network  management. 

In  short,  we  have  the  features  you  want, 
and  wecan  deliverthem  in  short  order. 

And  right  on  the  money. 


tn  fact,  we’ve  got  an  invoicing  and  reporting  everyonecan  get  just  the  information  they  need  to 

system  that’s  the  best  in  the  industry.  With  the  geta  handle  on  costs, 

accuracy,  flexibility,  not  to  mention  the  timeliness,  All  this  on  top  of  the  fundamental  quality, 


reliability  and  value  of  the  MCI  network  itself.  All 
brought  home  to  you  by  the  very  responsive  sales, 
support  and  service  people  who  simply  won’t  give 
yoilthe  same  old  line. 

No  wonder  MCl’s  Vnet  has  made  virtually 
hundredsof  virtual  network  customers  very 
satisfied.  Why  not 
join  them?  Call 

From  minute  detail  to  executive  summary,  1-800-888-0800.  Vnet 


niici 


There  must  be 
a  reason  why 
MCl’s  data 
customers  have 
tripled  their 
business  with 
us  since  1986. 

First  MCI  *  shook  up  the  industry  in  voice,  and 
now-data.  Along  with  an  attitude  that  sets  us  apart 
from  the  otherguys:  we’re  easy  on  our  customers,  but 
mean  to  our  competitors. 

We’re  beating  them  to  the  punch  by  del  ivering 
high-speed  Switched  T-1  and  Switched  T-3  bandwidth 
on  demand,  whenever  you  need  it. 

But  that’s  just  the  latest  exampleof  us  work¬ 
ing  with  our  customers  to  develop  flexible,  high-speed, 
cost-effective  communication  services. 

-  In  fact,  every  day  we  handle  everything 
from  disaster  recovery  to  time-sensitive  fund  trans¬ 
fers,  to  interconnecting  LANs.  All  the  while  push¬ 
ing  for  higher  quality  and  lowercosts.  Like  developing 
switched  high  quality  video  conferencing  that’s  so 


Maybe  it’s 
because 
we  give  the 
competition 
such  a 
tough  time. 


affordable,  it’sactually  useable. 

We’re  also  the  first  to  install  SONET-for 
even  higher  bandwidth  and  higherspeeds.  Operat¬ 
ing  at  2.4  gigabits  per  second,  and  carrying  32,000 
simultaneous  two-way  data  circuits  on  one  fiber  pair, 
MCI  again  is  leading  the  way  to  new  transmission 
pathwaysfordata,  voiceand  imaging  appl  ications. 

Another  MCI  innovation  is  our  Digital  Recon¬ 
figuration  Servicer  so  you  can  easily  reconfigure 
your  network  or  even  add  capacity,  quickly  and  easi  ly 
as  traffic  demands  change. 

Nomatterwhat,  MCI  people  work  with  you 


to  put  togettierthe  right  technology,  services,  and 
creative  solutions  to  meet  specific  applications. 

And  so  that  you’re  not  trapped  by  techno- 

MCI  Data  Service 

High  speed,  high  quality,  high  tech. 

Switched  56,  Switched  T-l  and  Switched  T-i 
SONET  multi-gbps/32,000  simultaneous  2-way  channels 
Rjllcapabilityandflexibility— worldwide. 


logy  or  investments,  these  solutions  can  be  adapted 
and  modified  as  needs  and  times  change,  adding 


•  to  their  efficiency  and  value. 

And  this  extends  around  the  world.  Because 
the  MGI  data  network  extends  internationally  to 
connect  the  U.S.  to  more  than  250  countries.  So  you 
can  makeuseof  MCl’sdata  network  quality  and 
reliability-worldwide. 

And  to  continue  to  give  the  compebtion  a 
hard  time,  we’re  keeping  the  pressure  on  them  (and 
ourselves)  to  come  up  with  more  innovations. 

Keep  your  left 

up.  guys.  Give  us  a  HAd 

call.  1-800-888-0800.  Data  Services 


There  must  be  a  reason  why  MCI*  has 
grown  so  much.  Maybe  it’s  our  more  than 
one  million  business  customers. 

They  discovered  “the  right  choice”  wasn’t 
the  only  choice.  Much  less  the  best  choice. 

They  called  MCI. 

For  Data,  Vnetand  800  Services.  And  more. 

They  found  MCI  had  the  products  and 
services  they  needed. 

They  also  found  MCI  people  ready, 
willing  and  able  to  help  meet  their  unique 
telecommunications  challenges. 

With  answers  that  weren’t  off  the  shelf  or 
off  the  cuff. 

For  more  reasons  why  MCI  could  be 
the  answerforyour  company,  maybe  you 
should  call  1-800-888-0800. 


PCs  &  WORKSTATIONS 


XDB.  DB2  ON  YOUR  PC 


It’s  Proven. 


It  Works, 


DBMS 


DEC  pumps  up  printers  for  meatier  market 


gening  the  very  best  PC  technology 

So  look  for  the  Intel  Inside  symbol  on  ads  fix- 
leading  PCs.  It’ll  show  you’ve  got  an  eye  for 
spotting  the  best 


It’s  really  quite  easy.  Just  look  for  PCs  that 
have  a  genuine  Intel  microprocessor  inside. 
Either  the  Intel386r  Intel386™SX,  Intel4$6™  or 
Intd486™SX  microprocessor. 

Intel  is  the  world's  leader  in  micropijocessor 
design  and  development.  In  fact,  Intel  introduced 
the  very  first  microprocessor.  So  with  Intel  inside, 
you  know  you’ve  got  unquestioned  compatibility 
and  unparalleled  quality  And  you’ll  know  you’re 


The  Computer  Inside." 


Our  standalone  modems 
stand  out  in  their  class. 


\ 

Our  modem  management  system 
is  in  a  class  by  itself. 


Whether  you're  looking  for  a  high  performance 
modem-  to  provide  one-to-one  dial-up  access  to 
computing  resources,  or  a  multiple  terminal  to 
mainframe  modem  management  system,  Microcom 
has  what  you  need. 

Take  our  QX/4232hs!*  It  provides  38,400  bps 
throughput  with  up  to  400%  data  compression  and  is 
f  ully -compliant  with  all  existing  standards  world¬ 
wide.  That  includes  CCITT  V.32,  V.42  and  V.42bis. 

The  QX/4232hs  features  MNP*  10,  the  most 
advanced  version  of  the  industry  standard 
Microcom  Networking  Protocol!*  MNP  10  provides 
error  free  data  transfer  with  Adverse  Channel 
Enhancements'*  (ACE*)  to  automatically  adjust 
transfer  rates  up  or  down  depending  upon  the  line 
conditions. 

Our  HDMS7  is  a  chassis-based,  data  center 
solution  that  provides  unprecedented  dial-up 


network  management  capabilities  as  well  as  proven 


Hauw \\ ants  To  Mo\c Three  Hundred  Nodes. 
i.H  Time  It  look  Three  Weeks.  This  Tl  me  \\e  Have  Three  Da\  s. 
AH  L  \\  Problems  Should  Be  So  Ease  To  Solve. 


Change  happens.  And  in  today’s  business  plan,  validate  and  troubleshoot  any  LAN 
environmenyit  happens  fast.  change.  Whether  you’re  making  a  major  move 

Let’s  say  for  instance,  you’re  charged  with  or  simply  adding  new  users, 

moving  a  large  LAN— clients,  servers,  bridges,  Our  LattisNet™  hubs  spread  intelligence 

routers,  applications,  the  works.  You  shut  throughout  your  IAN .  And  our  LAN  manage- 

it  down  Friday  night.  Move.  And  the  whole  ment  software  lets  you  take  advantage  of  that 

thing  has  to  be  up  and  running  flawlessly  intelligence. 

first  thihg  Monday  morning.  Fbrexample,beforeyoumoveyourLAN,you 

Piece  of  cake,  right?  If  you’re  already  work-  can  log  and  profile  all  network  activity  down 
ing  with  SynOptics,  that  is.  to  every  port  and  node.  You’ll  know  exactly 

Because  with  our  SynOptics  LAN  Manage-  who’s  connected  to  what,  which  software  goes 
ment  System  you’ll  be  able  to  systematically  where,  and  what  the  traffic  patterns  are. 


Our  auto  topology  feature  draws  a  real  time 
map  of  what  your  LAN  looks  like  now  Then, 
in  a  fraction  of  the  time  it  used  to  take,  you 
can  design  what  you  want  itto  look  like  after 
the  move. 

And  when  the  physical 
move  is  complete,  you  can 
validate  your  installation 
port  by  port,  node  by  node,' 
in  real  time.  So  Monday  morning,  you  can 
bring  the  LAN  up  confident  there  won’t 
be  any  downtime. 


SynOptics.  There  is  simply  no  better  way 
to  manage  your  IAN.  Or  manage  change. 

For  our  free  video  on  the  SynOptics 
approach  to  IAN  management,  call  the  num- 

_  ber  below  And  make  your  next 

move  a  smooth  one. 

Free  LAN  Management  Videos 
call  1-800-544-1340,  ext  21. 

^SynOptics 


MANAGER'S  JOURNAL 


EXECUTIVE  REPORT 


RE-ENGINEERING 


Rip  it  up! 

Re-engi neeri ng  is  the  season ’s  hottest  buzzword. 
What’sbehind  all  this  talk  about  obliterating,  anyway ? 


Hit  I 


Reprints  from  Computerworld  provide  a 
valuable  marketing/sales  tool  for  your  company! 


■  Promotional/P.R.  materials  ■  Internal  meetings  ■  Company  seminars 


ntities  of 500  for  black-and-white  and  two  color  reprir 


Produced  in  i 
1,000  for  fou 


For  complete  information  on  ordering  reprints  contact: 

Sharon  Bryant 

Reprints  Department 

Computerworld 

375  Cochituate  Road 

Framingham,  MA  01701-9171 

Tel.  508-879-0700 
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S45.000  to  S60.000 

DBA  s  DATA  MODELERS 
PROGRAMMER  ANALYSTS 


COMPUTER  CAREERS 


Experience  a  key  for  opening  IS  doors  5r 
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Xctwork 

Research  Engineer 


Why  WTW? 
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COMPUTER  CAREERS 


Computerworld/CorpTech  Career  Index 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS ... 


Computerworld  recruitment  advertising  1  '  r 

has  a  proven  success  record. 

Just  ask  Linda  Heubscher,  Manager  of 
Employment  for  a  division  of  Unisys. 

It’s  her  job  to  make  sure  that  her  division  has  the  most  qualified 
and  technically  trained  personnel  on  its  team.  And  for  the  most 
successful  recruitment  of  these  top  computer  professionals,  Linda 
counts  on  Computerworld:  “Chur  ads  in  Computerworld  had  the 
resumes  pouring  in  and  the  phones  ringing.” 

Or  ask  any  one  of  the  hundreds  of  companies  who  regularly  use 
Computerworld  to  recruit  qualified  computer  professionals. 
They’ll  tell  you  they  advertise  in  Computerworld  for  one  simple 
reason:  It  works. 

To  place  your  ad  regionally  or  nationally,  call  John  Corrigan,  Vice 
President/Classified  Advertising,  at  800/343-6474  (in  MA, 
508/879-0700). 


COMPUTERWORLD 


Software 


Sell  Lease 


KeyEritryll! 


Bids/Proposals/Real  Estate 


‘A  consistent  volume  of 
high-quality  leads  is  why 
we  advertise  only  in 
Computerworld’s 
Marketplace  Pages.” 


A  distributor  specializing  in  new  and  recondi¬ 
tioned  Df  C  equipment.  Compurex  Sclents  oft 
end  users  a  complete  product  line  of  systems, 
disk  drives,  and  peripherals.  Since  everyone 
with  something  to  sell  or  looking  to  buy  is  o  po 
tentiai  customer.  President  Mod  '  Rocky"  Os- 
troH  ond  Partner  Christopher  Pemock  need  to 
reoch  o  broad  base  of  prospects  in  viriuoly  et 
ery  industry.  To  goin  the  greatest  exposure** 
ery  week,  they  odvertise  in  CotqpuMrworkfs 


"With  company  sales  having  increased  35  per¬ 
cent  armualy  over  the  past  five  years,  it’s  critical 
Ihol  we  build  on  that  momentum  by  continuing  to 

pectTTcoriS^I  volume  ol  high^olity  leads  is 
why  we  odreriise  only  in  Computerwoild'sMar- 
keiptoce  Pages.  And,  based  on  results,  our  dossi- 
fied  advertising  in  Conutuenvorkfj  Marketplace 
Pages  more  thon  pays  k  sr  itself.  So  lhat's  where 
our  cbssrfied  meaoge  wistoy  to  keep  the  cols 

Computerworld  s  Marketplace  Pages.  It's  where 
computer  buyers  meet  computer  seters  -  every 
week.  Selers  and  buyers  such  as  Compurex  Sys¬ 
tems  who  advertise  in  Compmerworkl's  Market- 
place  Pages  lo  get  results.  To  put  your  classified 
sales  message  into  Ihe  bonds  df  America's  most 
influential  buyers,  col  John  Corrigan,  Vice  Ptesi- 
dent/Classified  Advertising,  at  800/343-6474 
lit  MA,  506/879-0700). 
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COST-EFFECTIVE 
COMPUTING  SERVICES 
for  TODAY  and.... 
TOMORROW 


REMOTE  COMPUTING  •  OUTSOURt 


r  REMOTE 
COMPUTING 


l  (201 1  882-9700, 


MSA,  DB2,  VM/HPO, 
TSO,  CICS/VSAM 
and  a  multitude  of 
third  party  software 


May&Speh,inc. 
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INDUSTRY 
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Computerworld  Friday  Stock  Ticker 
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NEWS 


IBM/Apple  deal  could  RISC  race  yet  to  show  winners 

fclkg  tlG3rt  off  Microsoft  alliances  ahead  as  vendors  hedge  bets  cm  dominant  architecture 


U.S.  acts  on  Japan’s  dumping 


DEC  plans  to  lay  off  800  more  workers 


TRENDS 

INSIDE  LINES 
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FracdMouriMiinn 

Why  have  two  gateways  when  you  can 
accomplish  everything  you  want  with  just  one? 


As  the  mainframe  connectivity  expert,  DCA* 
has  now  pioneered  new  ground  with  the 
introduction  of  our  enhanced  3270  gateway, 
IRMALAN"  for  Extended  Platforms  (£P> 


With -our  proven  expertise  in  both  PC 
(IRMALAN)  and  Macintosh  (MacIRMALAN") 
gateway  support,  in  addition  to  Windows" 


With  UWALANIEP3270&mway^^ 


And  it’s  also  designed  for  IBM*  NETBIOS, 
Novell'  s  IPX/SPX  protocol*  and  AppleTalk? 

And  by  supporting  multiple  platforms 
on  your  LAN,  IRMALAN/EP  eliminates  the 
need  to  purchase  more  than  one  gateway. 
That’s  a  cost  savings  that  puts  it  far  above 
anything  offered  by  the  competition. 

But  that’s  not  all.  IRMALAN/EP  comes 
with  RamXpander,"  our  memory  manager 
that  allows  fully  featured  emulation  in  less 
than  40K  of  resident  memory. 

Plus;  our  unique  server  licensing  also 
makes  it  one  of  the  most  cost-effective  gate¬ 
ways  available.  That's  because  we  base  the 
price  on  how  many  users  on  (he  LAN  need 


802.2  token- ring  gateway  software  under 
NETBIOS,  NetWare*  and  AppleTklk  all  in 
one  package  So  now,  migrating  to  different 
gateway  technologies  won't  cost  a  thing. 

lb  get  you  up  and  running,  the  DOS 
client  is  also  included.  To  extend  your  plat¬ 
forms,  just  add  software  for  Macintosh  and 
Windows  users  depending  on  your  needs. 

So  now  that  there’s  only  one  gateway 
decision,  just  call  DCA  at  1-800-348-DCA-l, 
ext.  JOE,  to  receive  free  information  with 
further  details  on  connecting  your  mixed 
LAN  environments  to  the  mainframe. 

Or  better  yet,  just  call  your  reseller  to 
order  IRMALAN/EP  today.  Because  witji  our 


HIS 


UNIX  DATABASE 


Which  UNIX*  RDBMS  did 
Hewlett-Packard*,  IBM*,  Unisys', 

Data  General*,  AT&T*,  Sun*,  and  Sequent* 
choose  to  demonstrate  the  power  of 
their  latest  UNIX  Systems? 


Informix. 


Within  the  past  five  months,  every  one  of  these  companies  selected  and  used 
the  INFORMIX-OnLine  database  server  to  demonstrate  to  their  customers  the 

power  of  their  latest  UNIX  systems.  No  other  UNIX  database  product  has 

been  this  extensively  benchmarked — because  nothing  shows  performance 


4' 


New  TPC  Benchmarks  Used 

In  each  case,  the  Transaction  Processing  Performance  Council’s  rigorous  TPC  A 
and  TPC  B  benchmarks — the  new  standard-for  comparing  system  and  database 
performance — were  used  to  highlight  OLTP  performance  and  database 


►  The  Number  1  Choice  for  UNIX  OLTP 

Informix  is  the  number  one  UNIX  OLTP  choice.  A  January  1991  International 
Data  Corporation  (1DC)  study  shows  that  when  it  comes  to  UNIX  OLTP 

UNIX  sites  as  our  closest  competitor.  It’s  independent  confirmation  that  thou¬ 
sands  of  companies  worldwide  rely  on  Informix-based  OLTP  solutions  every  day. 

►  A  Decade  of  Innovation 

Informix  has  been  a  UNIX  RDBMS  technology  leader  for  over  10  years. 
Continuous  innovation  has  resulted  in  advanced  application  development 


languages,  distributed  client/server  computing,  gateways  to  other  computing 
environments,  and  multimedia  flexibility  you  can  take  advantage  of  today. 


K  Find  Out  More 

We’d  like  to  send  you  benchmark  specifics — and  information  about  how 


Informix  products  can  meet  your  data  management  neec 

Call  us' toll  free:  1-800-688-IFMX,  ext.2. 


rj  INFORMIX 


Data  management  for 
open  systems. 


